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Michigan is on the edge of something great.

,\ wholt: new world b abOLl! III llpt:n tip 10 yotl.
:\ \yorld of choit:t:s YOU \'t: ne\er had helt)re.

Choices in your local phont: ser\'ice. Choices Ih~1l

could bring yotl bettt:r prices. hettersel.... il:e and
innO\'ali\"l~ products. But it all hinges un one thing:

tbere m"st befn;,' competitioN ill local pbOlre se,.,-ice.
On I\' then can yOll t:njoy all the henefits of choice.

Highl nm\. ch:nsions arc heing nude in Llnslllg Ihal \\'111
dett.'rmine what's fair competition and when the

peoplt: of ;\lid1igan ~'ill be able 10 reap the henefits.

1""'1 llur II t·1J "'I' {If "''''It'.nlt.co", p"blil',OOIIc,'

\X't:'re \\'orking hard to makt.' sure It'S sooner rather than
later. Because at AT&T. ~'t.' belie\'e thaI \'Oll should be

ahle to choose your local phone serdct.' as easily as you
can choose your long distance phont: company.

If you want to know man: about what's
at s1ake. callI 800 806·5742.

You'l'e {!Of a lof on the line here.
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C 1996 AT&T

You want it all within your reach?
You got it.

Yau want to be able to communicale whh anyone. anywhere. at any time.
At home or at the ofBce. You WIal me whole wadel at your tinaertips.

Euy IDCl secure ICC8SI co tba Intemet, on-liM trIDSICtions.
wirelas tOIND\1Dicanons ana IDIInIiDmau beamed rilbt into your home.

You '%'Pl.w-y for JOY"l~ lOU ciistlace pboDl scMce.
A8clone .

You wu.t mad choices serviDI you wUDd the comer mci around the world.
. A8clllllKtive prices.

Not U) meDlion SUP.Crior customer service It all times.

Danks to the Dew ttlcsgmmypi,,'igna Jaw the gouibililia am limitlcv·
AM.e'm RP'" frss !8JIiR' Ib,!, to YQu.

•aT

\IPse '-'J. l-, I ;

AlIa~hmenl ~

QueS110n:
E:dllblt ~. Z.
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Upper Peninsula
small b ~--.- ...,.",.,..,, ,
take us for aD

we've got!
_.

.':'" ..

Give us your old (non-A'Df) phone

system and TAKE a generous tr2de-in

allowance on a new A1W1' Small Business

Phone System. TAKE Am Credic's

~pecia1lease oIf~ ;nm no pi~1a for

.6~ths.. TAKE advancecs fealUftS .

and capabilities. TAKE a' he phone

system analysis. TAKE 1fhour~.
~...,..... . .

TAKE And" quality. feUab1lily and '

Slate-ol-the-art technology. TAKE it ail! ,
Bul flrst TAKE yourself to the.phone and r------·---mi*itt-··---··_-
give us. call befareJuly 31.1996. 0 'I "=.r-'::=::='-..--

......... ....... I ,..

Upper PeM'B.Ja ::.-: ' II =- ~ aea
SJiIpIJ BuIi'KBS I ' < •••~ • I

1-100-24'7-7000 •...., "a .......ATaT .. IE:----~...=---:.,ii:'
:,
I:
I

I
I
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Dear Michael J xuzainlki.

I'a glad you've .hown int.re.~ in AT.' ~~e ..aab laving.-, the e•• i •• t way
fo: yo~ to ••ve on every type o~ AT'T call you make in the U.S.-

AT6T is tne first coeDany to otfer you .avings on ev.%y type of call you
IIIAlce on your ATilT phone biU. That includ•• ATAT CAnini card calla, local
eoll calls··, 900 directory a••i.tanoe oa11., and collect calla you accept
on tbe AT6T network. You oan even eave on your cellular AT~ lObi distance
call.. .

In facc, With AT.T Tru- ...o~, you'll alway. get gr.at .aving. no ..tt.r
what type of AT.,. can YOU malce.· You'll .ave 25' oU your IIOILthly dOll..UC
bill when YOu .pend $2~, and 10' when you .pend juat 510. B••~ ot all,
aro1l1nl in 'l'zoue ..ach h O.olutely PaUl

ATAT 'tne ..ada il tbe aolt oQIIPreheaaive ••vin,1 ProIl'U you'll eyer u••.
YOU can k)e ••sured that .1 YOUI' oallin, .e84. may chan,., ATA., 'f!'Ue ...c:h
will provide you wJ.Ch great .avia,. Oft .11 you~ CIll•.

If you'd 11k. to enroll, or hav. any more qu••tianl, ple••e 40 not he.itat.
to call u. anytime at 1 loa 222-030a, ext. 11'91 •

• Aflffr... • ATft -. .........,.QIIIfJIII .
.... AT OIMIIc. c:.....'t _ • ...
......, crna,.... ,,'Mt....-..a ---.

··ATIff._,. ~ lIl.DC..1R.
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** TOTAL p~GE,eea **

.........

.... an pICk up your bendlII and rake Ihem Wih you

..you IIIOYI- wtlbouIlnIIsNpdcln tJ ..w:e. Jua
c:d Yilt I _ %Jl.Q1DO ......... befCll'l you IIJQ\'C,

gr lip up lor ICtIlfLarrt~ IhIouF )ICU IoeaI
.... GGIIIpMY. It,... In _Tn. IaLeW"
~. you Will lCO bonua poinD jYIl lor
... YI yow DIllW addfe&

"...wID,.,..............,
Ifyou...~ aft wheIher )'CU'Ve been IWrdIed to
181y«, C3lIIC11 he 1 '7CIO 5Ss-4141 _ ~ phcmr
,au WIll 10 YIdfy. III wa IhIna yau (or dIOCIIIna
.ar. )QI'/W CIImICUCL UDOC, you d be IOClIL Urd
.. ,ou an aalaIlIIIlfr.tI DiIrIN:c by diaJlItt
10 • ATT • 100•• + 1) aacl then me Ilea code ana
the rMIIber )'0.1- c:aIIInI.
,.. ......
Now yw~ cIaIn.. you may lind c:aIIs _
0Iher diaIftae CllIIIpII:Iia 1m "'IaiIra. If 10.
t'OU can do ...... to..'--. '1bI.. 1iIIIe
-..htr bw dIieInce CClIIPIIl' all. JialI3Iy rea 10
.-.awl your.. lranalbelr ctllallI& AJ a ......
you...........Aut call from..., caapany
..yau'W told lbIm you eo be taken of dW IiII.

.. _.. , :.

...:.::'-::::~==~....;-:: ,._.
'-::.._ . 'or i. -':-,' .•

.. . .. .. .._- -- ... --.. .-- ..

.'.Ana-------------- .-"..... ,1_- ..- ...._.. .0 _'''.'''-

A1I:TTNe\\1jcca c6:rI C3Il daricy !hIl', to INC 10 life,
)w'U feellilee 1M pqM )'011 CIII lone diIance - not
daor, nell~ away.... d 211, k', t.'CIIftin8 co you he.
and only 60m JitIlt. Helt lliot~.
<All lIDO 8ECIDSE'" <232-5673> lOla'" dImoMndon.

ATIif~ CaDin8 CIft:J mabI CllJq away 60m
... aIIio chM ever. Pew one dinar )'OU'U ncwr..
.". caIMrl8 card~.... II C!Ift be any number
or any namt )'QU choc1Ic. Jr an be a nidcnaIne. a bIftbday,
ntn )OUt fa'lOrile cIe8tA...u Iona u i" a cornbinaticn
ol7 10 9 Xcrcts or numbaI. Bell 01 aD.1etdnI cbe~
is ........

1100CALLA.lT- iI .....t co dial on the ad, liam
J- .... nay phone In Ihe counay. rear aInaI e«:r'f

lJPC 01 call. 1bIc indudII coUca mel~ cud c:dI.
.,...,.II'~ ftMr III~ lind
r.b .,.,. priced Wly 10 make • caUec1 CIlII

CIII. wIIal,.MCIll-.
1bouMndt ol~ A1aT0penIClrs and .at'
o-ma 5eMcle~ are on caD aund Ihe
dock 10 ... )Ql WIIb YQUt kInI dIIlInce 1WIdI- far
e:vtI)'fhinB &am cdIl:I CIlIa 10 acdIllor mjectjeled • ....

~_.~

• Par ow- FIcf't'fa. dial 1100 22200500,
• ............,,. L I.
... 1 • Ala CMe • SSSol1U

•"'CI'IIlI&"_ft' fall, .... 7 ._
... , , ''I' _ • 1I .a; ......

• _aII.aaIIa·CIIIt..
...... ' *-.....
......I0 u.. "

r..
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January. , 996

May The New Year Be Your Most Prosperous
Joi" Us

Schools

',.1 U' JllfllUJry 18 • Membership luncheon. SpeakcrJim BUls, VP &: cconomist,
~ Comcrica Bank. 11:30 a.m., HolidaY Inn.

~ JtlfllUJf';y 2~ • MJBr at the Parminatonlunchcol1. Speaker State Rep. Jan
Dolan, 11:30 a.m.

Pe""".", 20 • County Wide maer, 4:00 p.m., Southfield.
l'ebrullr;y 27 • Table Topper Show and Taste of Farmington, 5:00 - 8:00
p.m., Michigan National Bank.

Effecuve January I, the Chamber's new officers are:
• Chairman - Steve Malrzman, Morol, Sheplow, Weinstein, p.Le.
• Vice Chairman· Jim Stark, Northwest Gazette
• Treasurer -lay Davis, Executive Printios Servu:es

Special thanks to Nutten UnI, Ural Interion, oataoinl Chairperson who
bas led the Chamber throughout 1995 with style and arace and to Steve
Malwnan, 1995 Vice Chairman and Paula Masterka, Huntington Bank, 1995
Treasurer. Thanks (or the many hours of dedication and work:.

Tbc Fumiqlon School District has formed a Blue Ribbon Financial Suate
gieI Committee to look at maintaining financial stabUky. Members include
staff. students, community and business people. You should be interested in
the recommcndwons due in November 1996 ... it's your tax dollars

AT&T Profit By Association

Farmington/Farmington Hills chamber members
save an additional 5% on AT&T:

• Long distance
• 80D ••tVIce •
• 1 + (81,0) Intra/atacall.~T

Ir. ".,./
AT.TSuaIMa NIItworIc

AT.T c.JIuIN and Paging
ATIT P,.,.1d Calling CMrJa

For more Information call Sue Balowski (810) 262·6907

** TOT~ MGE.1iI2 **
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·~I'\·kt' :w"ilahlc: on or an.:!' January L 1996

t Cdtain ~xdustons ilpply.•o\T&1' True \:~ S3vi.nltS ~l:1'S a discounl ofT .'1&.T ha!.lC residential nne:.: AT&1'1t MSK: res)denlial roues apply in :any month in '\\.'hkh yw spend~ maTI
$10 in qualifyinJ:! AT&T o.lls. Each montn. your ~vln!t~ r:;tn Increa~ with. the' amount ~'OU 5~ In AT&:T q.ualif).·1tlJl calls: Spc:nd $10 to 524.99 and gVe 1~; spend 525 to $74.99
and saVe' 2C1'11i1: :spc:nd S"'; or rT'lOf'e aods:a\'e 30%. Availat* in rnosL are:l5. You must tk a reil<kntlal k>ni[ distance su~ber to AT&T (0 psnK'ipate in AT&T True USA Savin~s

.~rue Choice

.-.

,,-.

IBGR3

aO!04Qa~.

8 Prin,ed on ra,de<! paper e 1995 ,;mT. All Rights Reserved

O;}A\ am OS MoN
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New team wins in "Name Game"
rand Rapids' new Intema-' aile MIrinerI and mo... nlClndvh, The GrtIIIna will Of*' glay lhill 111
tiona! Hockly Le.gue fran- NSA ioronto Raptorl ana NHL : in Grand Rapids' new downtewn .
chile finally haS a team name F1aridB PBnthers. ! .... 1M arana. located scum of
and a lOgo. So now. WIst Good l.oIO I. K., I MA:In~ in dClwnawn Grand
Michigan HOCkey, Inc. CIIl1 we've epent I gl1Nlt dRI of 1irN I RlOla., will .e.t apJ)roximately
proceed to mora pressing and enerw~g whit we be- ' 11.000 for hockIv and is ichedUect

mlbrs. such as puUi1g the finianinQ IlIVe 'MI became one 01 the maatap. , to be~'Inume fer h up
tOUChes on itS management tIIam. I peIIng manes Inp~ spcr\S,. . coming uuan.
OUllding a ro... and marketltg " H. 't'IItCh...
tickn and merchandiM. 'The GrtIIN jcm tha MW yet.un-

Ovw 300D !ntrIM nllNd 0ue0ec City fran.
"Griffins" wu selected fTcm ce-. in 1he rap-

ovw 3,000 en1riel s.aninld icly grow-
by area &pClr1I rana during a In; IHL.,
~ conducted during the which will
summer months. eiQht local now have
fanI chose tn. nam., which 21' fran-
~aGreek myll'DoglcaI ctIIIII. Quebec
crea1Ure with 1tIe head and hU been without a
wings of an eagMi and ltIe prcllllicnai hockey
body of a lion. In team since the NHL
GNIkm~, Nordiques relClC:atecl to
the gnffin wu Owwerpriort:ld'1ecur-
the guard... ot I'Int 1IIIOn.
gctd. The GtMlIIr Grind

BnIw. NobItJ AIpidI market, 'Mh)ut
"The animal an IHL tum lira ttle

reprlslntS brav- Ow" dllbanded in
ery. nobility. ,•• canpMIS favor-
strenoth, and ably with other ltil
swiftness- mnets.lt. I'le 48Ih
cnaraetens1ics Ial;lltrnarQtin tInna
synonymous of metrooclltan are.
with athletic populatiOn in the U.S.
teams.~ says with nearly 1 miUion
o a v i d !'IIidlms.
Van And. I, Nlluratly, IHL com-
enairma" of miIIIlonar Bob U1Ir is
W_ Mictligan -.:iIIId aboI.a the new
Hackay Inc. ~ .-.... ~.

The lOgo ...... -Thl new Ma1aoOf.
WM dlligned by til New YOrk ftrm _ys cenllt Go OIVo1, ptWIiGIntand! thHIt dawntawn -. c:cxrijned
SMrt Mid'\aAM~Oe.,lnc.. cao of Welt MIchIgan Hacicay Inc. i 'NIh a IItrong corporate bUt and
whict1 5ptlCiaHzM in att'liltic Iogca. -we',. now r..-:Iy to prepardan for 'I laid tMJIjn..growth. "'-'-Grand
SME has dlligned Iogoe forhi se- our Inaugural .Iacn.· AIpidII grMt marielt for tIIIHL·

..
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TKUCOMMUNICATIONS

READY, SET,
DEVOUR?
AT&T wants to grab athird ofthe regional-calling market in afew years

CALIPOIINIA
PACIf1e TElESIS
17".' IISidentiaI discount
l~ business discount
rn
~ residential discount
17".' business discount
COLORADO
9% residential disccunt
16~ business diSCllunt
CQfMCTICUT
54% residential premium
(above the retail ratel

TIE COST
DFCILLS

AT&Twill mtIr ths
IDeal calling marlm
l1g Tf#lling uruic, it
bvpjtrYm ths region
alp/u1ft8 companies.
So far, sttJte regula.
tim h4vf settled on
t1uI followi'ng whole·
sale discounts to be
offered to rtseUers:lUGGING THE IIIUS: A:r&T

discO'Il.nts will pressure local carrien

I
t's the teleeom world's version of a vices. Ntftr ian't dfsen.ssing how it will \. \ I
war council. Every week or 10, price local service or its baDdling plans. lIPPING OUT THE lAmE PUN
about 15 AT&T executives meet at But says Slwm P. Gilmore, AT&T's I
the company's Basking Ridge (N.J.) Northeast states president~

headquarters to discuss the latest ma- local-services part of a package
neuvers by the company and its oppo- of services could be discount
nents in the battle for a $90 billion ed." In other words, ATlT can
prize-Iocal calling. The team, which use prodts from long-distance
bas dubbed itself "Mission Contro~" was or satellite TV to pay for loeal
formed almost two years ago, but the disCOW1ts.
members shifted into high gear in Feb- But ftrst ATftr must have
ruary. That's when the Teleeommunica- local service to otter. To
tiona Act of 1996 became law and local come up with a product,
calling markets were thrown open to Nt&! is developing a com
competition. plex strategy of reselling,

Now, Mission Control is hopping. part;nerinc, and buiJdinc ita
Headed by President Alex J. Mandl, own facllities-both wired
the team bas laid plans for ATlT to get and wireless connections
into local c:a11ing in every state by the to homes and btllinesses.
eDd of 199'7, with trials starting in Ave At the start, the mix wiD
states on Sept. 1. AT&T Chairman Rob- depend on state and federal
ert E. Allen speUed out his ambitiODS in reauJ,ators, who must rule on
the new market in a speech to investors a hup range of competitive
on June 11: "We plan to take at least a isalles, incbldinC JUidelines for
third of the local market within a few the wholesale d1scouDts that the
years," he declared. Mandl says that local carriers must otter reseDers.
Ntlfr not only will hit AIlen's target but At Mfsaion Control, color-coded
will also break even on local service in mapa depict A'1'.-.r's PJ'OI!'8SS
two to three years. aerou the country--ebowin(
_SION ...~. Industry ana- the status of resale Degot:ia
lyata aren't so sure. The only immedi- ticms in every state aDd the
ate path to local ea11ing is to buy ser- discounts determined by
vice from a reliona! phone company state recuIaton 10 far. .
and resell it. That makes it unprof- The team also seratiDi1.es .
itable to offer deep discounts, the us- regular prosresa reports
iest way to grab customers from the tram the seven Dft'. regional vice-presi
entrenched former monopolies. -rhe dents. RiPt DOW, the foeua is on Cali
economics of local resale simply can't fonda, Gecqia, I1'IfDofI, IIiebipn, and
yield such large market share gains," CcmDeeticat, ,... local trials beam on
says Scott Cleland, an analyst with the Sept. 1.
Washington Research Group, who
terms Allen's goal "implausible."

There is one simple solution: !len
local service as a loss leader. Like
other phone companies in the deree
ulated market, Nr&T plans to com
pete by oftering a bundle of telecom
serviees-loca1, long-distance, and cel
lular c:aIling, plus data and video ser-
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FOR YOUR BUSINESS
Look in For Your Business for time
and money-saving solutions. From
at-home businesses to global
corporations, we can help make your
company more productive.
FOR YOUR HOME
AT&T has services For Your Home
to keep you and your family in
touch. Toll-free numbers, follow-me
numbers, collect calling, wireless,
ISDN and lots more.

Sunday, 29-Dec-96 16:56:32 EST)

ON THE NET
Are you doing business On The Net
or surfmg for fun? Look here for
everything from Internet access to
Net savvy AT&T PocketNet™
phones.
WORLD OF SERVICES
Consumers are discovering a World
of Services: wireless, long distance,
home entertainment, online and
all-in-one credit cards. AT&T brings
all your connections together.

[For Your Home IFor Your Business IOn the Net IHelp IWrite to Us IAT&T Home Page]

Terms and conditions.
Copyright 01996 AT&T. All rights reserved.



-- .~------~--

. 46% business discount
IS . GEOIIQIA .
. discount 20% residential discount
jiscount 17% business discount

. lLIrtcMs-
: discount . 2a business &
jiscqunt Itsidential discount

LOUISlANA*'*
disCfl""t 10~~ business &residen-
disc tial discount
:UT IiIIcIuGAN
JI premium 4% business &residen-
:il rate) Hal discount

·Public Utility Commission
(PUC) hUrinl examiner
proposed order
··Interim I'Ite
tPUC staff recommendation
IlATkATlT

al revenues-2~

tau. the .. of the
bigest BeU-A1'6'l'
caD offer deals the
competition will be
hard-pressed to
match. For a pre
view, look at what
A1'1fr is doing in the
handful of states
where it has aIreIIdy
entered the comp.
tition for in-state
toll calls. The com
pany is offering

MANDL three months of
free, unlimited in

He says AT&T state ton calls to mi
will break even nois residents. In
on local service Connecticut, the

deal is 512 a minute
in two to three on an in-state toU
years. But suc- caDs for a year. A1'Wf
cess depends customers in 13
on the local- states can &!so get

special deals on the
service deals it equipmeJ:1t and pro
strikes with the gramming provided

B b B lls by DirecTV, the
aye Hughes Electronics

Corp. satellite-TV service. Then there's
that Internet offer that drew such a
big response-unlimited access for A1'1tr
customers for $19.95 a month, or five
free hours a month for one year.

For an its big plans, though, ATiT is
still at the mercy of the local phone
companies. The kind of discount deals it
can strike with them for buying local
service will be the key to how quickly
AT"T can gain market share and
whether it can meet Mandl's profit tar
get. The Telecom Act says that the
Baby Bells, GTE Corp., and other local
carriers must offer their service to p0
tential competitors at the retail rate mi
nns "avoidable eosts"-the money they
save in marketing, billing, and the like
by not handling euatomers directly.

No surprise, there's a wide gulf be
tween bow the local carriers, their wboJe.
sale customers, and the state regulators
calculate those costs. U S West, for ex
ample, proposed a formula in Colondo
that actually pu~. the wholesale price i
biIher than the retail rate, arguing that i
its local consumer rates now are heavily 5
subsidized. ConnectiCl1t regulators came ~
111\ with a similar interim formula. Most :
~ public service CClmmjssiO!1J have i'
been more generous- Tennessee and ,.
IDi:Dds regulators are recommending 2K
and 22<J& discounts, respectively.

ATU has one edge in these resale I
battles--experiee. John D. Zegtis, JeD" f
eral cotmSel of ATItr, represented the :
company in its etf'orts to keep KCI Com- I
munications· Corp. out of long distance
back in the 1970s. "! was on the other i

BUSINESS WEEK J JULY 8. 1996 11.

NlWYOIKt I •

17% residential discount
11%business discount
~ID"*

25% business &residen
tial discount
1DAS 5% business &
residential discount

Mission Control is also working on II tance and wirele..
another problem: Finding the right com- calling bills, UDiver
bination of products and pricing to per- sal Card records,
suade consumers to spend their com- I and online services
munications dollars with AT&T. More to come up with
than the $12 or so a month that con-I prices, prodw:ta, ...
sumers spend on local calling, AT&T vice offerinp, aDd
wants to grab a big chunk of the $100 I advertising schemes
to $200 a month they spend on elec- targeted at narrow
tronic communications: local and long- market segments.
distance calling, cable TV, online ser- Customers who WIt
vices, paging, and wireless. wireless phones to

So the folks in BaSking Ridge are keep track of the
poring over reams of data on the buying I kids might be tar
habits of their 80 million residential cus- I gets for pagers.
tomers. ATIlT tlgure"s it can use the in- I Busy travelers milht be offered special
formation collected from its long-dis- discounts on credit-card caIlfng. '"We will

WHEI AT&T RElUESTS FOR tailor o~ trainine, billing, marketinJ,
SflRTID R£SA1E IEDIATIDN everything, according to d~bic

IIES8TIATIONS and geol%'llphic pat-

a FEB••APR•• JUNE - II ~s::'=~
C MAR•• MAY • JULY. vice-president of

A1'iT's Consumer &
Small Business Div.
Most of an, A1'Wf

will be selling its
brand-which the
company keeps be

fore the public with a
$700 million annual ad

budget. Executives love to
trot out the fact that most

surveys show that m to 4()Ij(,
of all consumers already be
lieve they get their local-eall
ing service from AT&T, even
though the company has been
out of that business since the

breakup of the Bell system in
1984. "Clearly, AT&T will be our

biggest competitor," says Solomon
D. Trujillo, President of U S West

Communications. "!t's the largest com
pany around, one of the largest compa
nies in the worieL"
.~ ON ...- On the other hand,

."-T&T can't &trord missteps that
would tarnish its name. It learned
that lesson when it started seDing
its WorldNet Internet service in
March. ATIfr couldn't keep up with

the huge demand for sign-up disks,
and customers who subscribed found
that there were service outages and
constant busy sipaIs on help lines. IltWf
is now refocusing. its online e1forts more
narrowly on consumer service (page
120). "Shame on us," says MandL '"We
learned that customers do expect very
high quality, and we also need to be re
alistic about how strong a drawing card
the brand is." Because of the Internet
blunder, Mandl says ATItr bas redoubled
its efforts to ensure that its local-service
offering is ready to handle huge vol
umes from the start.

AT"!'S enormoua size is a plus in 0th
er ways. With some $47 billion in amm-
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ATIT'S NEW BOUNDARIES
II CYBERSPACE

-:\ild charge a premium for them. But . business," says :Michael E. Kolowieb,'7$
,,the Internet changed an that. No-w, president of ATIttr New Media, who .;z;e
., the company is eleaning out the last will become vice-president ofbusinesa::
.J»ts of its old eyberstrategy and nar- operations for Nets Inc. " .::.~~~;~:ai

"'rowing its focas to providing Inter-" Indeed, the Internet may be:::'~;:;~::'
'i..net access to consumers and busi- evolving to become a lot more like~~.nesses which it sees as part of basic the phone business. In the past yea;'~'i
~'.• telecom service in the fUtare. "AT&T ATiT's revenue from 800 eaDs sur-">-':1-¥:
;,.fa severing its ties with everything passed that from long-diStance .~"\I:.~
:i.outside of its core business," says ~ !!"ys Ko~owic;h. The same Jn04el.'.\~
.~:Blmt Erwin, an analyst with For- 18 takinI shape on the Net: Just as·.~
~ Research Inc. . companies are wiDinI to foot the bill~:
:\JlAlmAL IE'lBAT. So on June 24, for an 800 nnmber to bring in busi-::~
;;;;the company took the ax to New ness, they are.willing to pay~ thejJ
~~~ltediaServices, a publishing unit costs of Web sites and advertise- ... :'
'"' ·that includes wiIat's left of Inter-' ments to lure customers. ATIfr is bet;.-.:
,<~ an online service that it ang those 800 customers are ripe fOJi':~,
:~J~aght in 1994. The unit will be the EaayCommerce Service; . -'':!j
:; spun off to Industry.Net, the compa- What else doesn't fit in AT&T's new.::
:::11:1 headed by former Lotus Develop- online plan? The company bas a1-.~~:
:{JDent Corp. chief Jim P. Manzi that ready scrapped Network Notes, a·:~~.
<runs a Web marketplace for busi.- proprietary business network and ~."~
~~.1lesa. The combined company, Nets looking to get rid of the Imagination·;;;
fIn,e.. in which AT&T gets il minority Network, an online gaming setup. ~::1J
~.' stake, will use content developed for Personalink, a messaging service~~
;:',K!1ttr Business Network, a Web site. ing technology from General Magie.:'':i·
::, It will be, says Manzi, "the home Ine., may be phased out. And .....~!~
tPaie for business." Kolowich says AT.iT is seeking part.:~.:>i Is AT~ giving up? Hardly. The Net ners to take over its consumer eon-·~
... Js a c:riI:ical part of its plans to be a tent, too. What's left may be just the~
·~·'oJlHtop shop for electronic comm\D1i- ticket for a New Age phone giant.-:~

eations-from E-mail and Internet ac- By Amy Cortest in NeID Y~i
..-.__ ...~

side, resisting every effort to intercon- f'~'.:;-

Met to our network," be says. "1 have i;'i,.··.
the world's recOrd for losing those same ~' ..
arguments from '68 on." Zeglis ftgures .,--
the company will end up in arbitration ~1~
in aD 50 states, and based on bia own <"".'
lack of sue:eesa with arbitrators back in '.. :"".~---::'.. -.--:--------------------.,
Jam monopoly days, he's CDDfident that ;:'l1e ATAT executives trying to cess to ce11u1ar calling and sateDite ..:E
the Bella willIose every time. For their;;~ push into local calling have one TV. ATiT's primary thrust will be sign-
part, Ben executives routinely accuse :,,, .thing to be happy about. As ing millions of customers for World-
ATA:T of draaini out the JleIOtiations in;_~:~uch as their job is, it's unlikely Net, its new Internet service. 1'0 help ,
order to score points with regulators. 'r ever to be as frustrating as the com- its 10 million business customers get . ',;-
The long-distanee giant says the local :' ',pany's efforts in cyberspace. wired, ATIfr will also provide a "host- ..:
phone companies aren't budging from ~- ATilt bas spent millions to in(' service c:aIled EasyCommerce, ' ..
Ul'I&CCeptable discount ~ers. "Oar job is '... laancb--and then kiIl-several online which will create and l'lm corporate')
to create an environment that's con- ;i; in~ves. Like many companies, it Web sites. These businesses are "a' ':;;;1.'t
duc:ive to eompetition-not to subsidize ::~hoped to. create proprietary services clear extension of ATm telephony:il.i.},
~~r::e= Corp. ;!MANZ!'""~
ALL .. 0-. Long term, ATilt says it ~r1ndustry.Net's ';:?,
would just as soon control its own local ..., .
networks. The cost of building is stag- : boss will
gering. Constructing "local loops" in the :..fold AT&T's
top 50 markets eoWd east upwards of $5- New Media
=~~an:=eses~l:~·~.,Services into a
markets and bas already started in Los ..•. new company
Angeles, Chicago, and New York. For .~. that will build
the rest of the COlmtry, "we want to use - 11+1. h
other people's assets and capital every- " Lne orne page
where we ean," says HarTy S. Bennett, ~::for business"
vice-president of AT&T's Local Services
Div. Bennett says ATIfr will partner with
cable operators, competitive access
providers (CAPs) that serve businesses
with private lines, and even electric util
ities. It already bas eontracted with five
CAPS that serve 70 cities.

The other local play is wireless. ATIfr
spent $12 billion two years ago to buy
McCaw, the nation's largest wireless
eaIling operato~ It is converting that
network from analoi to digital and is
building a nationwide wireless Detwork
based on aD-diJi1;a1 persoual communi
cations services (pcs) technology. By
late 1997 or early 1998, says Bennett,
~ of the country will be covered by
an aD-digital ATilt W"11'eless Detwork. At
that point it might be viable to offer
wireless as a local-service altemative.

Ultimately, ATilt wants to offer any
and all of these options. It can't aff'ord
not to. The Baby BeDs are aD.gearinJ
up to enter long distanc:e-and other
services inc:hiding cable TV-and ATIttr
ftgures the best way to bang on to its
existing castomers is to sen them a lot
more. "All of our market researeh shows
that the customer prefers to have local

~ and long distance treated as one," says

1=

ManeD. Expect a lot of late nights for
the Mission 'Control team if they want
ATilt to be the one.

By Ca.ther;:"" Arnst in Basking
! Ridge, N. J., 1I1itJt bureau reports
ll/
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354994#

Network World via Individual Inc. : Harry Bennett, vice president and
general manager of AT&T's local services div1S1011 is leading the company's
charge into battle--ror-tne--1ocarIOOp·;-a- huge""1y·ambitious undertaking that
spans the country and may forever change the character of the $51 billion
company. Network World Editor John Dix and Senior Washington Correspondent
David Rohde recently discussed AT&T's strategy with Bennett at the company's
headquarters in Basking Ridge, N.J.

Is your organization focusing mostly on the residential market, the
business market or is it roughly a 50-50 thing?

It's 50-50. We have resources dedicated to the business market, resources
dedicated to the consumer market, and then - from a regulatory and
legislative process - resources dedicated to both.

Judging by what has been reported, your initial services will be based on
resale aareements with the local comnanies.
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For initial market entry to the small business and residential customer,
resale is our only solution.

As you move up in the business market, we will use POTS resale, but we
also are working on Centrex resale. And we're working on what we call the ~
local solution, which gives us the ability to take the existing network
configurations -;-ro~r large custo;~;-fWho·have--dedicated a.cces·s Un:e-s into
~T&T' s 4ESS swi tches], ~dd·-iC)·c~i·traffic and route it accordingly:

AT&T Chairman Robert Allen and others have talked about needing 25% to 40%
diecount~ from the RBOC~ to profitably re~ell local eervice~. Doe~n't that
assume the RBOCs today are making that level of profit?

What the Telecommunications Act said was the discount rate ought to be a
function of avoidable costs. If we are reselling RBOC services, the RBOCs
won't have the retail relationship with the customer, so there's an
avoidance of marketing and sales costs.

[Then,] depending upon what happens with the FCCs Aug. 8 ruling [setting
mandatory RBOC interconnection standards], we hope to have a very
competitive offer through unbundled elements.

Meaning, longer term, you hope to rollout services based on service
elements that the RBOCs offer on an unbundled basis?

Yes. Short term, we're hoping to enter alISO states next year with a
resale offer. As soon as we can thereafter, based on the economics of each
marketplace, we will move to a facilities-based offer. Facilities-based
might mean fa~lities-:re~se-d'f~~~;ther people.

In some markets, [our facilities-based networks will be entirely composed
of] unbundled elements from the RBOCs, assuming we get a favorable ruling.
In other markets, we'll probably use some of our own switches. And we'll
also use CAPs where possible.

OUr basic strategy when it comes to building [facilities] is efficiency of
capital. We're not about to misuse or abuse capital. In other words, this is
all about taking advantage of the existing assets that are there today, and
coming up with the best solution for us.

Are you building any facilities-based networks anywhere right now?

We're building in Chicago and Los Angeles right now. But when I say
'build,' I don't necessarily mean we're physically digging up streets and
laying our own fiber. If there is a CAP there, or if the RBOC's unbundled
prices are competitive, we'll use their facilities. By the definition of the
Telecom Reform Act, ~s.~~~same as being a facilities-based carrier.

OK. But will you lay some of your own fiber in those two areas?

Yes. That is going on today. That's a very cumbersome process in terms of
right of ways; you have to deal with every local community.
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Where will you concentrate your facilities-based efforts?

We're looking at what some people call the NFL cities. We'll look at the
requirements then build a ring structure for those cities, depending upon
the traffic volumes and other requirements.

Why would it be more effective to install your own infrastructure in one
market vs. another?

It's a function of the number of CAPs in the market. It's a function of
the unbundled elements. Even though we expect the FCC to set some pretty
rigid rules, it's really going to turn out to be a state-by-state
implementation.

How many switches, if any, do you have today capable of carrying local
traffic?

We don't have any switches capable today. We are working on having
switches up in, I'd say about five or six major locations, hopefully this
year.

When you enter negotiations with local carriers, do you typically deal
with entire regions or individual states?

Most of the issues we're trying to deal with at the regional level. But
then when you get to cost structure and actual discounts per state and all
that, it reverts to the state. And, of course, the decision-making body is
the state commission.

Do you think RBOC interconnection agreements will be reached before the
statutory limit of 135 days, or do you expect them to go before arbitration?

I think major issues will go before arbitration. Day 135 for most of those
negotiations is about the middle of this month. So we're starting to get a
feel for which issues will go to arbitration. But I think a number of issues
will go to arbitration.

Such as?

Discount rate, maybe some of the interconnection standards, use of
directory assistance, operator service platforms, a number of unbundled
elements, those types of things.

Do you believe that there are some RBOCs where the negotiations won't end
up in arbitration?

-_A think there will be arbitration in every RBOC. What we don't know yet is
the extent of those arbitration cases.

After arbitration, appeals lead to the federal district court. Do you
expect some of those to go to litigation?

Yes.
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How long will it take before you can reach interconnection agreements
you're happy with?

We will have all the elements lined up by the end of the year. And then in
some cases, we'll have service available, depending upon how many of the
elements we we~e able to get squared away face-to-face.

For example, if the only element that we didn't get squared away was
wholesale discount, I can still go build and do my systems and
infrastructure, and passing of orders. Then it's just a matter of filling in
the rate fields on the actual costs and prices.

On the other hand, if we don't have any interconnection standards and we
haven't agreed how to route operator services traffic, and all of those,
then that requires a fair amount of work.

The interconnection agreement that MFS [Communications Company, Inc.) made
with Ameritech [Corp.) seems to have some elements AT&T would not
necessarily agree to, such as lower levels of discounts for resale and
interim number portability. It seems there's a divergence of opinion between
AT&T and competitors that already have facilities in the ground, like MFS.

I think if you look at MCI's agreement with BellSouth [Corp.), or MFS's
agreement [with Ameritech), what they're trying to do is just get
interconnection agreements between existing facilities-based networks. To
us, that's just a piece of it. Most of those agreements from a number
portability standpoint only includes call forwarding. They do not include
the true database solution. So they fall far short of what's required under
the act and what we're asking for.

And yet they have an interconnection agreement that would apparently allow
them to go to customers tomorrow.

To do some interim things, right. [But) it's not a concern because we're
working with those very same CAPs on interconnection agreements ourselves.
So we would use those existing facilities where it made sense.

How will your rates compare to the RBOC local rates?

That's to be determined. But I think we'll offer parity rates. There will
be cases where they may be more; there will be cases where they probably
will be less.

So corporate customers shouldn't expect competition to necessarily lead to
lower rates.

I think there's a possibility that prices could fall, but research shows
business customers are interested in ease of use, convenience, single point
of contact, single bill, single interface into billing centers, and all
those kinds of things.

So if you look at adding that functionality, it's hard then to say, 'And
in addition, you're going to see major, major price declines.



CONTINENTAL CABLEVISION

GENERAL

Fiber Optic Backbone Description

ADS

Affinity marketing example

WWW.CONTINENTAL.COM

Home1

MISC. REpORTS AND NEWS ARTICLES

"Cable Company to Offer Phone Package Deals," Detroit Free Press, September 21,
1996.

"Eaton Rapids Cable System Offers 21 st Century Services," Press Release, January 22,
1996.

"Continental Cablevision Granted License to Provide Local Telephone Service," Press'
Release, September 12, 1996.

Other press releases


